Introduction
In the summer of 2002 Terry Clark asked me to write an essay about the history and development of my professional activities. While flattered, I also realized this must be a sign that I had reached a mature, sometimes confused with wise, stage of my lifecycle. I delayed informing others about my maturity by waiting a year to complete this essay. However, unless the biomedical innovations with regard to aging accelerate rapidly, I have to be realistic: at this point I still have the time and wherewithal to ponder new options. Besides, the process of reflection might be instructive.
The title of my essay is intended to convey that seemingly random events have exerted major influences in my life. It is well known that we have little control over many aspects of our lives. Our diverse genetic makeup is fixed to a large degree, and we also face extensive heterogeneity in the opportunities available to us. Nevertheless, there is a lot we can do to shape our lives. I will attempt to illustrate by reviewing my own state of affairs.
The Netherlands
I grew up in a family and a culture dominated by a Calvinistic work ethic. Family life was dominated by my father's bakery, in part because the production facility was in the back of the house and the retail outlet in the front. All family members were expected to assist with the business when needed; therefore demands on my time could occur any day I returned from school.
To minimize the chance, I often joined friends after school to spend time at their homes or to play soccer. Broader family gatherings were important, and in the presence of extended family members my father seemed intent on demonstrating that he achieved at least as much financial success as two uncles with university degrees.
Although neither of my parents had gone to high school, they seemed to believe education would be critical to my future success. In the Netherlands, the most selective secondary school option was required for entry into universities. Another option was intended to provide the basis for low-and mid-level professional careers, and a third one for skilled labor. The Department of Education mandated that all primary school children be evaluated during the last year with respect to their potential for these three options. The counselor who saw me was probably conscious of social classes, and my parents' modest education may have influenced him to recommend that I attend the school for skilled labor. However, he added that if my parents felt strongly about it, the second option might be suitable. Since neither of these options was consistent with my grades, I
give my parents credit for ignoring this advice. Their decision to send me to the highest level of secondary education was especially important given that I had no interest in succeeding my father in his business. The uncertainties of a small business presented obvious pitfalls, and I vowed that my own family would enjoy a home life separate from business.
Toward the end of my secondary education, I contemplated studying economics. University study, heavily subsidized by the state, was a risky activity in the 1960's. About half the students in Holland failed to continue after the first or second year, and most graduates took longer than the norm of five to six years for the equivalent of a master degree 1 . I decided to pursue an unconventional option instead, and applied for admission to Nyenrode, a private college created after WW II with financial support from companies, such as Philips, Shell and Unilever, to prepare students for careers in international business. Course content placed heavy emphasis on macroand microeconomics and foreign languages including English, French, German, Spanish and 1 Higher education in the Netherlands has undergone major reorganizations during the last two decades. For example, undergraduate programs now exist, and students have the option to apply for graduate study after they receive a bachelor's degree.
Swedish. There were also ample opportunities for participation in a wide range of sports and other activities designed to enhance social skills.
A week before graduation from Nyenrode, I was invited to return to campus for an interview related to a scholarship for study abroad. I was planning to stay in the Netherlands to pursue a career in accounting. Since accounting conventions differed widely between countries, I
argued that the scholarship was irrelevant to me. However, on graduation day, the college president informed me that I had won the scholarship based on exam scores. He asked that I simply accept the prize during the ceremonies and decide later whether I would actually use it. He knew I was due for up to two years of compulsory Dutch military service, and would have ample time to consider it.
During a one-year officer training program, I discussed professional options with my fiancée and with fellow trainees who were mostly law and economics graduates. Everyone agreed that it would be a mistake for me not to accept the scholarship. My fiancée and I decided we should complete a year of marriage before we embarked on a foreign venture. She initially favored
European options, such as graduate study in economics at Sankt Gallen in Switzerland. However, America beckoned.
The United States
Although a scholarship made it easier to justify going abroad, the actual benefits were still unclear to me. Nevertheless, I accepted admission to a program at the University of Oregon. Since marketing was considered to be especially strong in the U. it did not seem fair for me to ask her to move in both directions across the Atlantic against her preferences. She had worked full time while I studied, and her interests deserved full consideration in our decisions. Before we married, her mother asked me whether I was sure Marian was the "right one" for me. I must have had a mind for statistics because I remember contemplating thinking something along the lines of: "given the large number of unobservables, how could I know if she is the one? Of all the eligible females, I knew just a handful well enough to make somewhat informed judgments about their suitability." I said something like that to my future mother-in-law. However, I also emphasized that I thought Marian and I were quite compatible, and that I was committed to building a strong relationship. We had been childhood sweethearts, and had shown a strong interest in each other at various stages in our lives. I had read a book or two about matrimony, and formed some tentative opinions on the characteristics of successful and happy marriages. Happy marriages seemed to depend especially on the compatibility of partners but also on a great deal of personal attention and flexibility by both partners. Keeping this philosophy in mind, it seemed that it was my turn to be flexible. Thus, staying in the U.S. became a priority.
Second, Reinmuth suggested I consider doctoral study. Although the thought had not crossed my mind, the idea was sufficiently intriguing for me to first try full-time teaching. I obtained one offer at a public college in Washington State where I taught mostly statistics for two years. Research had fascinated me already. For example, I did a laboratory experiment with a fellow student on odd pricing, and Reinmuth proposed to combine a project I had completed with his own research, resulting several years later in my first publication (Reinmuth and Wittink, 1974) .
I was especially intrigued by the doctoral programs at Northwestern and Purdue. I chose Purdue because it seemed to fit better with my interests. Still, during the second year of the threeyear program, I had doubts about my ability to complete it. My wife convinced me to continue (or perhaps she said that quitting was unacceptable). Our daughter, who was two years old when I started the doctoral program, also played an important role. She would often accompany me in the weekends on visits to the computer center where I did batch processing of programs. She enjoyed playing with IBM punch cards and drawing on computer output.
1975), and I pursued interaction effects between price and advertising (Wittink, 1977 ; see also Kaul and Wittink, 1995) . At Stanford, Dave Montgomery and Seenu Srinivasan pursued customer preference (conjoint) measurement. This emerging research activity offered interesting opportunities. At the time, little was known about differences in performance between, for example, alternative methods (Wittink and Cattin, 1981) or external validity (Montgomery and Wittink, 1980) . The Wittink and Cattin paper was initially rejected by the JMR in 1976. It remained on the shelf for four years until a colleague suggested we resubmit it to the same journal!
An important mentor was Richard Johnson. My first meeting with Rich was at Market
Facts in Chicago where he had developed an attribute tradeoff approach that focused on two attributes at a time (Johnson, 1974) . He had an application involving characteristics of life partners to get potential users interested in conjoint applications.
Other research projects included a survey of commercial practices (Cattin and Wittink, 1982) , and an application to the marketing of arts programs (Currim, Weinberg and Wittink, 1981) . The design of the latter study had three attributes with three levels and three attributes with two levels. The empirical results suggested a strong artificial effect that I focused on in various projects (e.g. Wittink, Krishnamurthi and Nutter, 1982; Wittink, Krishnamurthi and Reibstein, 1990; Steenkamp and Wittink, 1994; Verlegh, Schifferstein and Wittink, 2002) .
I fondly recall making a presentation at the first ART Forum on the number-of-attributelevels effect that at that time had been shown to exist only for full profile and tradeoff matrix designs (Wittink, 1991) . Joel Huber asked publicly if I thought the effect would apply to ACA (Johnson, 1987) . In some sense ACA was based on Johnson's tradeoff matrix approach. ACA customizes tradeoff questions based on self-explicated data. I suggested that the number-of attribute-levels effect might not apply to ACA. Joel suggested it would. After my presentation, two practitioners offered to join us for a study. We designed an experimental study with four treatments each having two options (see Huber et al. 1993) . The empirical results for the numberof-levels effect showed that Joel was correct: ACA also showed a number-of-levels effect . But its magnitude was much smaller than it was for full profile. Interestingly, we also found that the effect did not have to occur in ACA. In subsequent versions of ACA, Johnson modified the integration of self-explicated data with paired preference intensity judgments, and this modification reduced the number-of-levels effect further (Orme, 1998 ).
An important element of my time at Stanford consisted of the development of an econometric model to aid the MBA student admission process. The idea was to relate academic performance in the MBA program to many predictors including GMAT scores, undergraduate GPA scores, and a measure of the quality of the undergraduate institution. The project spanned multiple years and included the difficulty of obtaining cooperation from successive admission directors. A working paper (never submitted for publication) discusses important issues regarding measurement, model specification, estimation and validation (Srinivasan, Wittink and Zweig, 1981) . We proposed a two-stage process for admission decisions. In the first stage a model-based prediction of each applicant's probability of failing to satisfy minimum requirements in the quantitative and/or the managerial components in the core MBA program is obtained. Applicants with high failure likelihoods would be eliminated. In the second stage, the admission director could focus primarily on the remaining candidates' career potentials. Seenu was the primary architect and it was a privilege for me to work with him on this project. culture that rivaled the best in the US, and we embarked on various projects including competitive reaction research (Leeflang and Wittink, 1992 . The reemergence of my interest in research was also facilitated by the availability of scanner data. In the mid 1980's, I accepted an invitation from ACNielsen to work on the development of a price promotion model based on weekly, store-level scanner data. My work at Nielsen culminated in a paper submitted to the JMR that describes the initial promotion model along with empirical results. Rejection of the SCAN*PRO paper (Wittink, Addona, Hawkes and Porter, 1988) by the JMR was swift. Since there was no new estimation methodology, the reviewers argued the paper was not suitable for the journal. Still, the model appears to satisfy Little's criteria for structure: it is simple, complete, adaptive and robust (Little, 1970) . I regret that my co-authors and I never sent the paper elsewhere. Quite a few years later, Don Morrison, who had nothing to do with the rejection at the JMR, provided some redemption when he opined that this paper should have been published (see also Morrison and Silva-Rossa (1995) for research that uses empirical results in the working paper).
The SCAN*PRO model did provide a basis for further research. For example, Christen et al. (1997) show the bias in a model of linearly aggregated data when the model of disaggregate data is nonlinear. Foekens, Leeflang and Wittink (1999) show how promotion effects depend on the frequency and intensity of past price discounts. The inclusion of dynamic effects is also one way to address the Lucas (1976) critique. Van Heerde, Leeflang and Wittink (2000) show that cross-period effects can be obtained in models estimated from store data. Van Heerde, use semiparametric estimation of promotion effects to show that these effects have complex main-and (crossover) interaction effects. They also demonstrate superior predictive validity of the semiparametric approach relative to traditional approaches. Van Heerde, Leeflang and Wittink (2002) describe the evolution of research related to SCAN*PRO.
I am particularly excited about two recent papers that build on the innovative and awardwinning research by Sunil Gupta (1988) . Much of the development in these two papers is due to the highly capable work of Harald van Heerde, a very competent econometrician by training and a terrific research colleague. In one paper, van Heerde, (Sachin) Gupta and Wittink (2003) transform the well-known household-data based elasticity decomposition result, that has been misinterpreted as saying that the vast majority of the sales effect is due to brand switching, into a unit-sales decomposition. In the other paper, van Heerde, Leeflang and Wittink (2003) show that substantively meaningful unit sales decompositions can also be obtained from store data. The framework in the latter paper is extremely powerful and attractive.
My association with Peter continues to be productive. We completed a book on model building (Leeflang, Wittink, Wedel and Naert, 2001 ), a revisio n of the highly-regarded book he and Philippe Naert completed when quantitative model building in marketing was in its infancy (Naert and Leeflang, 1978) . In 1990, Cornell had the privilege of attracting Pradeep Chintagunta to join the faculty.
Pradeep is highly capable, enormously productive, and he is a superb colleague. His departure for the University of Chicago in the mid 1990's was a severe professional and personal loss for me.
Both of us worked with Cornell's strong cadre of doctoral students, and I want to acknowledge especially Sachin Gupta with whom both of us worked extensively (Gupta, Chintagunta and Wittink, 1997; Gupta et al. 1996) .
In the mid 1990's, I started working with Ed McLaughlin at Cornell's Department of Agricultural Economics. This department has a strong marketing component with extensive contacts in a number of industries, especially the food industry. Ed and I have worked with associates on customer satisfaction research (Sirohi, McLaughlin and Wittink, 1998; Gomez, McLaughlin and Wittink, 2003) and we are now extending the research with enhanced data from the food industry. Another association that is very important to me is with my fellow phd student at Purdue. Dave Reibstein and I worked together on conjoint analysis (Wittink et al. 1989; Wittink, Krishnamurthi and Reibstein, 1990) and strategy (Keil, Reibstein and Wittink 2001 Importantly, we have been able to create a superb group of researchers with the additions of On Amir, Dina Mayzlin, Nathan Novemsky, and K. Sudhir. Another benefit is the proximity to New York City. I am a partner at Blue Flame Data, Inc., a firm I co-founded with Sev Keil (see also Wittink and Keil, 2000) that is located in Manhattan, and my wife and I usually have season tickets to the Metropolitan Opera.
My move to Yale in 1998 also spurred research in health care. Patients demand a greater role in the decision-making process for chronic diseases. Yet, physicians do not have the time, the inclination, the ability, or the preparation to learn each patient's unique perspectives on alternative treatments that differ on multiple criteria. My personal experience illustrates the problem. I was diagnosed with type I (insulin-dependent) diabetes in 1983. My family physician presented multiple treatment options, such as daily injections and an insulin pump. The latter requires the insertion of a subcutaneous device attached to a visible beeper-like instrument, a method that seemed excessively obtrusive to me at the time (I had visions of being a patient walking in a hospital with an IV bottle attached to a transportable stand). I now recognize that this perception was excessively negative partly because the autoimmune disease diagnosis depressed me, and I preferred to hide the diabetic condition. However, knowledge of the severe consequences of hyperglycemia, such as cardiovascular disease and neuropathy, made it impossible for me to ignore the disease. So I chose insulin injections to cover basal requirements and the expected carbohydrate intake for 24 hours at a time. Choosing this option constrained my food intake in the sense that I risked hypoglycemic reactions if I did not eat at specified times. My interest in minimizing the chances of severe long-term effects resulting from persistent hyperglycemia, made me favor accepting the short-term risks of hypoglycemia.
I mention this for several reasons. One is that having type I diabetes affected my life enormously. Coming to grips with being diabetic reduced my research activity. My wife and children were greatly affected by the multiple hypoglycemic bouts I experienced. I became unconscious several times and frequently experienced reduced cognitive abilities. One obvious solution to the incidence of hypoglycemia was for me to increase the frequency of selfadministered blood sugar tests. It took me far longer than it should have to reach that conclusion.
But I should have realized much faster that an alternative treatment would help too. In the mid-1990's, I finally switched from insulin injections to the insulin pump, thanks to my wife who recommended I visit a new endocrinologist. He suggested I switch to the pump for reasons of convenience. However, the switch also had a favorable influence on my research productivity and reduced the total cost of treatment.
The frustrating aspect is that I should have been able to discover my preference for this alternative treatment a lot sooner myself. The argument is that for chronic diseases such as diabetes and arthritis, patients must take a proactive role in disease management. This requires that patients become informed about the disease and about the characteristics of alternative treatments. Patients should be almost as informed as physicians. But the health care system is still based on the traditional treatment of acute diseases. That is, patients see a physician when they experience a problem, the physician diagnoses the problem, and the patient follows the recommended treatment. The patient is mostly passive. After the initial diagnosis of a chronic disease, the patient should take charge and be an active participant in the treatment decisions.
Since patient preferences change over time and the available treatment options changes as well, the patient should have the opportunity to consider the tradeoffs between conflicting characteristics and learn which treatment is the best fit, subject to medical constraints. Patients should be able to obtain information and to consider tradeoffs on a kiosk that sits in the waiting room or on the web.
By repeating a tradeoff exercise periodically, the patient has a chance to discover whether changes in preferred treatment will emerge based on, for example, changes in weights for relevant dimensions (as would have applied to me in the treatment of diabetes). Of course, with a continuously updated database with all relevant characteristics for alternative treatments, including new ones, patients also have the opportunity to take advantage of the latest innovations.
Importantly, physicians do not have the facility to detect changes in preferences. As a result, most changes occur when patients switch physicians. Indeed, the reason I switched to the insulin pump was the argument made by the new endocrinologist that I would enjoy the convenience.
I am now eager to promote the idea that patients with chronic diseases, for which there are treatment alternatives that differ on multiple dimensions, have the opportunity to consider the attractiveness of characteristics on a regular basis. Based on each individual patient's estimated preference function for treatment characteristics relevant to a given disease, the patient and the physician can learn which treatment option provides the best fit at a given time. Greater patient involvement should result in greater patient satisfaction and enhanced compliance so that health outcomes will improve and total costs might decline. My research with Liana Fraenkel at the Yale School of Medicine is concentrated in this area (Fraenkel, Bogardus and Wittink, 2001; Fraenkel, Bogardus and Wittink, 2003; Fraenkel, Wittink, Concato and Fried, 2003a; Fraenkel, Wittink, Concato and Fried, 2003b) . We are proposing to conduct experiments to demonstrate the benefits of active patient involvement. The idea of proactive involvement by patients is akin to customers employing decision aids for the selection of the best product or service when there are multiple options that differ on many dimensions.
Life Cycle
It is well known that faculty members tend to change the relative emphasis on research, teaching and other activities over time. Changes in activities occur due to personal preferences but also due to opportunities and institutional demands. One activity that has been fairly constant over 
Conclusion
Each stage in my professional formation was based on choices I made. However, there were many events over which I had little control that have had a major effect on my career. For example, I never intended to become an academic researcher until a faculty member in statistics at the University of Oregon suggested doctoral study. And the move to the US was prompted by a scholarship for study abroad that I initially brushed aside. Thus, it seems appropriate to use the title "accidental venture into academics". Without the move to the U.S., I might not have chosen marketing as a field of study. My interest in applied statistics and econometrics is largely due to accidental exposure to James Reinmuth and Frank Bass.
My accidental venture into academics has been and continues to be a terrific experience.
Although I have wondered how I might have fared in business, I cannot imagine that an alternative scenario would have generated the same satisfaction. Of course, if I had pursued a degree in economics in the Netherlands, I might still have ended up doing academic research. 
